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Tobacco Company 


R. F. KANE 

REGION SALES MANAGER 

SENT VIA E-MAIL 227-A South Street 

August 21 1997 Hopkinton.MA 01748 

PH: 508/435-8613 
Fax: 508/435-8591 . 

To: Division Managers 

Re: Low Volume Coverage 

Gentlemen. 

The attached documents outline our two phase plan to increase coverage of low volume accounts 
throughout the Region starting in the month of October. The plan is established as a two phase 
approach for the following reasons: 

• Based on the number of accounts in the 0-74 range, the average Division 
would need 9 Fridays with alt Sales Reps making 15 calls each and every 
Friday. 

• With other business pressures, it was felt that 9 Fridays, or more, would 
detract from our other efforts. 

• We have established business criteria that could cull the list down to a more 
manageable number of accounts to target. 

• We have established specific objectives during each phase of the program to 
gain focus and maximize our efforts. 

This two-phase approach will allow us to focus our energies on specific criteria during the first phase 
and then when we have a better handle on the potential of these accounts in the second phase, begin 
to build a long term plan and relationship with these accounts. 

Please review the attached plan and contact me should you have any questions. 


Sincerely, 



NOTE: 

R. F. Kane 

All materials sent hard copy - the Excel file 

RFK/nsk 

“074LIST.XLS* will also be sent via E-Mail 

Attachments 


cc: Amy Maguire 

• 


Joyce Doucette 
Susan CUdmore 


Source: https://www.industrydocuments.ucsf.edu/docs/mrlyOOOP 
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PHASE 1 — Short Term Plan 

• Timing: 4 or 5 Fridays during October - (5-week month) 

• Call Count: 12-15 per day — 60 contacts in total 

• Volume Range: 0-74 SIS/AIM 


Determine Target List 

The attached list (by assignment) lists all accounts in the 0-74 volume break. Each list 
is to be reviewed and a target list of 60 accounts needs to be dev eloped for each 
assignment. The second tab - Totals - contains number of accounts by Rep plus current 
DPC Display totals. 

• Pick accounts based on geography - i.e.; (pick accounts that have maximum 
visibility and would add presence to the assignment. We do not want people 
driving around back streets or back country roads looking for accounts that will 
have little or no impact.) 

• You should also eliminate obvious accounts from the list (i.e.; Donut Shops and 
restaurants). Do not simply rely on volume to eliminate an account as SIS 
information is very old and in a lot of cases AIM info may be incorrect, as the 
account may be unassigned. 


Store Contacts 

• During October we want a focused approach on our objectives. You should: 

. Discount Winston, Camel, Doral, (Salem -1131) product that you find in 
these accounts - 

- First priority is one display on the brand with the best opportunity -- 
(emphasis NO BULL). 


- 2nd priority is a second display on the next best brand opportunity.. . 

. To eliminate confusion, we have established a fixed rate discount of -23# for 
both Full Price and Savings Brands, regardless of GAP. 

. Return all current Winston packaging. 

. Determine if the account is cooperative or not. If cooperative and between 
40-74 cartons, establish an A01 frequency in SIS so we can pull a list again 
in the future. In these accounts you should limit your forward selling to 
gaining distribution without a date commitment for return, i.e.; you cannot 
forward sell DOD or displays with payments (Red Kamel) when you cannot 
be certain when you will return. (You will deal with this issue in Phase 2). If 
account is above 74 CPW, you need to establish a monthly frequency and 
forward sell distribution, displays, etc., as this account will now be contacted 
monthly. 


Source:, https://www.industrydocuments.ucsf.edu/docs/mrlyOOOO 
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* Sales Reps need to report Product Availability in all accounts. 

* Must update SIS: 

- Volume 

- Wholesaler 

- Etc.... 

. Sell/resell DPC for 1998. Submitting DPC forms weekly to ROU -- (must 
submit form if account wants to be removed.) 

DPC “98” 

. Camel / Winston - 4 carton shipper 

Doral — 2-carton shipper 

. POS/PDI Opportunity - 

. Priority — No Bull - Stick to Stick 

- One inside, one outside 

- Decals Winston/Camel 

- Future growth kits - See Attachment 

- Use low value materials. 

^ Do not plaster accounts... keep to a minimum during this first 

sweep, as you need to contact 60 accounts in 4 to 5 weeks! 


PHASE 2 — Long Term Plan 

. Determine number of accounts by assignment that were identified as cooperative, 

- Above 74 are now monthly 

- All others should be listed as AO 1 (this frequency will allow us the ability to 
retrieve a list of cooperative accounts without forcing an A04 Frequency.) 

. You should plan to contact these accounts on a Quarterly Frequency or higher, if 
time allows. 

. You should evaluate opportunity to sell displays (i.e.; Red Kamel) and new 

distribution now that contact of these accounts will be at a minimum of Quarterly. 

. These cooperative retailers should be planned into Sales Rep schedules. 

Material Needs (Both Phases) 

. ASR’s should have the following materials: 

- Temporary displays — Generic / Red Kamel, etc. 

- POS / PDI - Decals, Change Mats, Pasters, etc. 

- DPC Sign-up sheets 

- 7101’s 

t 

- Pricing guns and labels 

Source: https://www.industrydocuments.ucsf.edu/docs/mrlyOOOO_ 
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CAMEL LOW VOLUME KIT 


( 

ITEM# 528911 


Description — Kit Contains: 

Clock; Change Mat; Window / Door Decal; Penny Tray; Catalog Holder; Catalogs. * 
* Some shipments may contain catalogs expiring at the end of September. 


Division # 

Allocation 

Usage 

Remaining 

Availability 

JMe 

1122 

150* 

0 

150 

Now 

1126 

300 

0 

300 

Now 

1128 

200* 

0 

200 

Will Advise 

1130 

200 

158 

42 

Now 

1131 

200* 

0 

200 

Will Advise 



* 1128, 1130 -- Kits to be made available shortly, 1122 will receive an additional 50 
sku’s when this allocation becomes available. 

Ordering Procedure ( 

> ASR is to highlight (yellow highlighter) the accounts on their list where they would like the kit 
shipped. 

> ASR must MAIL their list to Susan Cudmore! ... Mail complete list at one time! 

> DM’s should allocate a specific number to each assignment. Please provide Susan with your 
allocation by assignment. 


Source: https://www.industrydocuments.ucsf.edu/docs/mrlyOOOO 
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